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How Should Shoes Be Marked-up Now? 


in. the fact that paid investigators do not 
corrective or constructive pur- 
if possible something 


a great menace today of investigations is 


seek for 
poses, but to ascertain 
criminal. 

A broad investigation is welcomed by the entire 
trade. It should not be limited to the stores in big 
cities, but should be representative of the entire 
country. No cross section investigation where a 
few samples are held up as typifying the general 
condition should be tolerated. 

It is therefore, with wisdom, that the National 

Shoe Retailers’ Association has designated a com- 
petent committee, whose duty it is to see that the 
investigation is both broad and impartial. 
- The “Recorder” has been in receipt of hundreds 
of letters this past month, invariably enclosing 
clippings, and the general desire of the merchant 
is for information which can be imparted to the 
newspapers in refutation of the charges of “‘profiteer- 
ing.” 

Just how far should a newspaper defence be built 
up? That is the question. One paper in the Middle 
West said, “When you throw a stone into a pack of 
dogs, the hurt animal will yelp. This is what the 
shoe dealer is doing, and the investigations must 
have hit home.” 

This statement is a lie. We brand it such from our 
national knowledge of shoe distribution. If you 
want the blunt and ugly truth, we would put it 
that 80 per cent of the shoe merchants of this country 
simply make a week-to-week living out of their 
businesses, and for the effort put in are not recom- 


pensed by 50 per cent, the scale of the Union car- 
penter, railroad man, ship worker, plumber and a 
goodly more. To call them profiteers is a sort of 
left-handed compliment to the national epidemic of 
exaggeration. 

But there comes to our desk many a letter from a 
merchant in a quandary as to just how far he can 
go in figuring his stock at replacement values and 
taking a profit thereon. 

Profiteering in the sense of charging exorbitant sums 
in excess of cost is just this practice of taking ail mer- 
chandise and boosting it to replacement value, 
because the public will stand it. -We don’t believe. 
that there is a merchant in the country doing it, 
for the average merchant is giving the public the 
benefit of that merchant’s business sagacity. If 
the merchant bought a line of shoes at $5.25 and 
finds now that his new order costs him $7.25, what 
that man is doing when he puts shoes on the shelves 
is to average the cost at $6.25 and taking thereon 
his regular percentage of gross profit, thereby doing 
a strictly legitimate and honest business by every 
ethical standard, and at the same time giving his 
public an advantage which should bring compli- 
ments rather than censure. 

The retail shoe merchant needs no defence for 
such a policy of business. To build an alibi is to 
create a false impression. The thing to do is to 
keep on doing business, feeling confident that any 
investigator will find the books “above reproach.” 
There is po policy so good as thet of honestly con- 
tinuing a profitable business on the scale found 
necessary by experience—for the sharp pinchers of 
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competicion will establish the fair price in every 
community automatically. 

The thing to do is to stop worrying about inves- 
tigations if you have been doing business upon a 
fair basis, and to keep right on buying and selling, 
advertising and fitting, and rendering the service 
that your grade of store warrants the public in re- 
ceiving. You can pursue no other businesslike 
policy. 

The Federal Trade Commission report admits 
that the retail merchant did not make any larger 
percentage of profit from 1914 to 1917 than previous 
to that time, but “the application of the same per- 
centage during the war as was used prior thereto 
gave him a much larger absolute profit per pair 
of shoes.” 

Sure! If a man had a thousand dollars and 
loaned it at 6 per cent his gross income would be 
$60.00, but if he had ten thousand dollars and 
loaned it at the same rate his income would be 
$600.00. His “absolute profit would be much larger.” 

Think about it this way: If the average cost per 
pair of the shoes sold by a merchant in 1914 was 
$2.60 and the average selling price was $4.00 and his 
total sales was 12,000 pairs, his total gross sales 
would have been $40,000.00. 

In 1917 this same grade of shoes wouid have 
cost him at least $4.50 per pair and had he main- 
tained the same rate of gross mark-up his retail 
selling price would have been $7.00 per pair and 
had he sold the same number of pairs his total busi- 
ness would have been $76,000.00. At present day 
prices this same grade of shoe is worth somewhat 
in excess of $8.00 a pair, therefore maintaining the 
same rate of mark up and the same quantity of shoes, 
the merchant’s gross sales would be somewhat in 
excess of $125,000.00. 

It is very doubtful if there are many stores that have 
maintained this rate of increase in gross business, 
but if this rate of increase has not been maintained 
it is evident that either fewer pairs have been sold 
or else a cheaper grade of merchandise has been 
dispensed. 

What effect the report of the Federal Trade Com- 
mission will have when it reaches the general public 
is problematical, but several months will elapse 


#4) Recorder | 











Aug. 30, 1919 














before it is finished and the thing to do is go right 
on your normal way. 

By some it is thought that the publication of this 
report together with the investigation of the high 
cost of living that is being carried on by the govern- 
ment will have a tendency to slow up buying by 
the consuming public in anticipation of lower prices. 

Activity in the hide market, not only in this 
country but the world over, has been somewhat 
lessened within the past week or ten days. While 
price quotations are not ruling lower, buying is 
less active thar has been the case within the weeks 
gone by. This may be a temporary lull, while, on 
the other hand, it may mean that high prices have 
reached their crest ard to remain there for a while. 

Other manufacturers, wholesalers and retail mer- 
chants are not alarmed at present conditions, can see 
nothing but optimism and good business prospects 
ahead and believe that the general public has the 
money to spend and will spend it for good shoes and 
good wearing apparel, even though prices should 
become even higher than at present. 





The Nearest Victim 


ANY months ago, we called attention to the 
unjust disposition on the part of the public to 
strike, most unfairly, at the nearest victim, in case 
of any trouble over the high cost of living, the victim 
always being the retail dealer, for the simple reason 
that he stood next to the public, and not necessarily 
because the warin any way was to blame. The disposi- 
tion was shown several years ago when mobs invaded 
grocery stores and poured kerosene over flour and 
meat because of high prices which the grocers had no 
power to prevent. 

The same disposition is showing itself today, in 
snapping and snarling at shoe dealers, because they 
naturally do not sell shoes made from leather costing 
a dollar a foot at the same prices for which they sold 
them when leather cost less than one-third. The 
retail dealer is thus-forced to take his place in the 
front-line of defence. He will not shirk his duty, and 
he ought to be assured that his fellow members of the 
retail trade are standing shoulder to shoulder with him. 

This comes easier when the dealers are organized, 
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but even when they are not organized, they must 
stand together against an injustice. Grossly magni- 
fied stories are printed regarding retail profits. The 
newspapers hear of a fancy price placed upon a fancy 
shoe by some dealer who has a fancy trade and they 
promptly assume that all dealers are charging a like 
profit on all kinds of shoes and roar accordingly. As 
a matter of fact, the retailing of shoes repeatedly ‘has 
been shown to be one of the most economically con- 
ducted lines of retail trade. There is ‘also to be con- 
sidered the great basic fact that shoes are cheaper in 
the United States than anywhere else in the world, 
quality for quality. 





Don’t Try the Impossible | 


HERE is much talk of restriction of prices; of 

having the President fix prices; of having some 

official board to limit shoe profits..- Here is a point 
for every shoe dealer to consider: 

It your profits are to be limited and you are not to 
be allowed to take more than a fixed amount on shoes 
which are in high favor in the matter of fashion, then 
you cannot afford to cut prices too deeply in _— 
out such shoes when fashion changes. 

If you are to be allowed only stated and ieasnind 
profits, then you must get those profits all the time 
and you cannot afford to offer bargains. The public 
ought to be made to understand this. 

We doubt if any such restriction will be put into 
effect, but if it should be, then the public must bid 
goodbye to bargains, for there is no possibility of 
offering bargains when. prices and profits are forcibly 
standardized. It cannot be done, and the public 
ought to know it. 


A Humbug “Bargain” 

UCH has been made of the price reducing effect 

of sales of Army food in various localities. 

Prices are pointed to as an evidence of what govern- 

ment sales can do in the way of reducing costs of 
living. 

But not a word is said of the many millions of dol- 

lars’ worth of expense that has gone into these goods, 

in Army labor, guarding and transportation. Nota 
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cent of these millions of dollars appears in the bill, 
nor is there a cent charged for the work of thousands 
of volunteer local helpers in the sales and handling 
of the goods. As a whole the public are “‘economiz- 
ing’ in the usual American ways of “saving at the 
spigot and wasting at the bung-hole.”’ 

All that it amounts to is that local merchants, who 
supply the public the year around and pay heavy 
taxes, have thrust upon them a subsidized compila- 
tion, blocked by the government and with millions 
of dollars of concealed costs charged off the books. 

No doubt, the same process would be illustrated in 
shoes and clothing of the government to dispose of a 
surplus. 


What Did They Want Him 
| To Say? 
HE Boston officials and grand jury, who under- 
took to give the shoe business a general pawing 
over, looked reprovingly upon the advertisement of 
a local shoe dealer, who advised his customers to “buy 
now’ for future use before the price of shoes advances. 
Just what would these legal wiseacres expect a dealer 
to say, under the circumstances? Would they expect 
him to say, “Don’t buy shoes now—wait till the price 
goes up?”” That would seem to be the attitude of 
these amateur shoe judges. 

It would certainly have the merit of novelty for a 
merchant to buy costly newspaper space in which to 
say to the public, ““Don’t buy these shoes now at ten 
dollars a pair; wait till they go to twelve dollars.” 
It would be a new idea; and it would not be one whit 
crazier. than many of the schemes and plans and 
methods which are being put forward by men who in 
this time of turmoil have been clothed with authority 
over business affairs without being invested with 
business knowledge. 

The whole matter of price, of course, is a difficult 
one to handle in advertising to the public, except in- 
sofar as a mere price list is concerned. The public 
usually don’t believe what you say anyway; some- 
times the best way to fool people is to tell them the 
exact truth—supposing that you want to fool them. 
If you want to convey the exact truth, you some- 
times must take a sidelong aim. 
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Telegraph a 
order News Serv WIC 


FAIR PRICE COMMITTEE SUGGESTS 
Merchants Carry Shoe Styles at Lowest Prices 


New York—Suggestion was made at the first con- 
ference last week of the committee on dry goods, 
apparel and shoes of the fair price committee that 
retailers be urged to carry lines of simply but well 
made clothing and shoes and sell them at a minimum 
profit, to aid the public in combatting the high cost 
of living. Definite action was not taken on the sug- 
gestion although it will receive earnest consideration, 
it is said. 

Col. Michael Friedsam will appoint sub-committees 
which will be empowered to conduct hearings and 
investigate prices in different lines of commodities. 
John Slater heads the committee on shoes. 


Getting Value for Money 


Arthur Williams, chairman of the local fair price 
committee, expressed himself as well pleased with 
the first conference. “During the war,” he said, 
“prices were not fixed on apparel or shoes. This 
committee, in attempting to regulate prices of these 
commodities, is attempting an innovation. I feel 
that it will accomplish its object. While prices 
probably will remain higher than before the war, the 
purchaser will get good value for his money. I think 
fraud and profiteering will be eliminated.” 

At the conference resolutions pledging the co- 
operation of the Retail Shoe Dealers’ Association of 
New York, the Retail Dry Goods’ Association of 
New York, the Fifth Avenue Association and the 
Retail Clothiers’ Association of New York were read. 


EARLY ACTION DESIRED ON INVESTIGATION 


Either an Indictment for Profiteering or a 
“Clean Bill of Health’? Urged 


Washington, Aug. 29 —Opinion here differs widely 
as to the probable effect of the forthcoming investiga- 
tion of the boot and shoe industry. Some statesmen 
believe that the shoe men have received enormous 
and unmerited profits, while others say that they have 
not.received for their wares a price out of proportion 
to that which is demanded for clothing, farm ma- 
chinery and other manufactured articles. 





But there is a general conviction that prices are too 
high and ought to come down. The packers, some 
say, are responsible for abnormal prices of footwear, 
in that they are declared to have boosted to unheard 
of heights the cost of leather to the shoe maker. Of 
course it is generally conceded that no shoe maker 
can put his wares on the market at pre-war prices, 
but it is contended that they make the war the excuse 
for a good deal more than that tragic event should 
receive blame for. 

It is generally believed, however, that an investiga- 
tion should be held and this probe should be thorough. 
The honest dealer, it is declared, would welcome such 
a probe and the dishonest man would be exposed by 
it, thus would all society be benefited. The chief 
trouble is that pre-war standards are lost sight of and 
profits measured by the yardstick of those happy 
times are not now regarded seriously. All standards 
are dislocated and until a new and generally accepted 
standard is adopted it will be difficult to settle judi- 
cially the question of whether a man is wilfully 
profiteering. 

Representative Albert Johnson, of Washington, 
said that while he was not influenced by the anti- 


_ profiteering hysteria which is manifesting itself every- 


where he was perfectly willing that Congress should 
probe alleged profiteering in the boot and shoe in- 
dustry. He declared that it was well that the country 
should know why it is necessary to pay four and five 
dollars a pair for the shoes of tiny children and why 
dealers were asking twelve dollars for men’s shoes, 
not necessarily of the best quality. 


Give the Information to Congress 


“Tt has come to a pass now where the term ‘prof- 
iteering’ has become odious,” said Mr. Johnson. 
“It is used recklessly and indiscriminately. Every 
dealer who quotes a price higher than the customer 
thinks he ought to pay is immediately called a prof- 
iteer. The word ‘profiteer’ has become a synonym 
for the word thief. This is why an investigation 
should be held, why it should be thorough and why 
all good citizens should come forward with informa- 
tion calculated to enlighten Congress. 

“If the shoe men are profiteering they should pay 
such a penalty as exposure imposes. If they are not 
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they should be given a clean bill of moral health. It 
cannot be denied that at present there is a general 
conviction that shoe men have taken advantage of 
the conditions created by the war to demand a profit 
altogether out of proportion to what they should in 
justice receive. If investigation establishes this fact 
public opinion will force prices down or else laws will 
be enacted regulating the shoe industry of the 
country.” 
Labor Getting Its Share 


Stories have been repeatedly told in Congress to 
the effect that shoe makers in New England who in 
the past thought they were doing well if they earned 
three or four dollars a day are now making from 
fifteen to twenty dollars for the same amount of 
labor. These stories are told with such circum- 
stantial detail as to cause members to take serious 
note of them. 

Of course there is no objection on the part of any 
Congressman to an increase of pay to correspond 
with the increase in cost of living to the shoe opera- 
tives, but if the wild stories told about the immense 
sums earned by these operatives have any foundation 
in fact the people will know, in part, at least, where 
the increased money they have paid for pedal furni- 
ture has gone. 


Getting the Truth of the Matter 


“T have no objection to paying a substantial in- 
crease in the price of my shoes, because I know it 
costs now very much more to make them,” said 
Representative Griffin, of New York. “But if the 
shoe makers are receiving disproportionate rewards 
for their work the country should know it. I think, 
however, that the dealers have ceased to be satisfied 
with profits as measured by the pre-war standards. 
They want not only a reasonable return upon the 
money invested, but a large plus as well. 

“Congress should without delay get at the truth of 
this matter. The wholesalers are blaming the 
packers, the retailers are blaming the wholesalers 
and the public is blaming everybody concerned in the 
production of shoes. There should be a way of 
arriving at the truth. We are told that shoes will 
greatly increase in price during the coming Fall and 
Winter. If this proves to be a fact God alone knows 
how the little ones in the poverty stricken sections of 
the country are to be properly shod.” 

Senator Walsh, of Massachusetts, has a bill in the 
Senate providing for a sweeping investigation into 
food costs. It is quite likely that the scope of the 
bill will be enlarged so as to take in wearing apparel 
and boots and shoes. It is expected that the Senator 
will have something emphatic to say about the matter 
in the near future, but so far he has not given out a 
statement for publication. 
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ACTION AGAINST RETAILERS FOR 
PROFITEERING 


Attorney-General’s Plan for Early Inquiry and 
Sharp Investigation 

Washington, Aug. 29—Inquiry at the offices of the 
Federal Trade Commission reveals the fact that the 
proof sheets of the commission’s report on shoe and 
leather have not been returned to the printer. 

The summary of the report, which was given to the 
press two weeks ago, is the only official information 
available. The full report, it is stated, may be ready 
within ten days, but a similar promise was made two 
weeks ago. 

In view of the House resolution instructing the 
commission to investigate the high cost of shoes, and 
of the whole industry, it is expected that a supplemen- 
tary investigation will be made promptly, which will 
call for a second and more up-to-date analysis. 

It is pointed out, for instance, that the commis- 
sion’s material on lumber prices is one or two years 
old and entirely out of date. 

The chances all favor prompt passage by the Senate 
of the legislation desired by the Attorney-General, 
which will permit him to bring action against re- 
tailers for profiteering, and it is currently reported at 
the capital that the Department of Justice, when it 
gets this legislation, will begin action against retailers 
in large centers, particularly if preliminary inquiries 
indicate that there has been profiteering. 

There is violent opposition to the President’s plan 
for federal licensing of corporations engaged in inter- 
state trade, and it is not likely that legislation along 
those lines will be enacted at this session of Congress. 

Extremely -significant is the proposal before Con- 
gress to investigate what proportion of the increased 
cost of basic articles, such as lumber, coal, shoes, etc..,: 
is directly traceable to the high cost of labor. It has 
been charged in the Senate that cutters of shoe linings 
in Massachusetts were receiving as much as $120 a 
week, 


INVESTIGATION OF MONTHS’ DURATION 
No Funds Provided for Shoe Inquiry 

Washington, D. C., Aug. 29—While officials of the 
Federal Trade Commission have not made definite 
plans relative to carrying out the investigation called 
for in the Igoe resolution which was passed in the 
House yesterday, it is probable that the investigation 
will be completed in from two to three months, accord- 
ing to the number of men which can be put on the job 
by the commission. The Igoe resolution provided 


no funds for carrying. on the investigation. In 


making this investigation the Federal Trade Com- 
mission will have to get figures for part of 1918 and 
part of 1919, inasmuch as the leather report which 
has just been made to Congress includes shoes for 
part of the year 1918. 
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Allied Trade Council Meets 


Discuss Pertinent Problems of the Industry---Adopt Program to Bring About 
Larger Production of Shoes and More Conservative Consumption 


MEETING of the Allied Trade Council of 
American Shoe- and Leather Industries and 
Trades was held at the Astor Hotel, New York, 
Thursday, August 28, with A. C. McGowin, presiding. 

Due to the unprecedented conditions obtaining in 
every branch of the shoe and leather industries as a 
result of much misleading and construed information 
that has spread relative to the price situation, this 
meeting was considered very important. And such 
was evidenced by the large attendance thereto. 

The purpose of the gathering, in broad terms, was 
to discuss the general situation in each of the branches 
of the shoe and leather industries, and to formulate 
plans and policies by which all of these branches are 
to be guided in meeting the various exigencies that are 
sure to arise out of the coming investigation by the 
Government into the high price of footwear. 


Volunteer All Information 


It is the desire of every branch comprising the 
Allied Council to be able to thoroughly co-operate 
with the Federal Trade Commission at Washington 
in the pending investigation. The members of the 
Council expressed themselves as being glad to wel- 
come an investigation of the branches of their industry 
which they represent. And in the meantime, they 
deem it their duty to maintain at all times a clear and 
definite understanding of the conditions ‘in the trade, 
in order that they might intelligently combat and 
refute accusations of profiteering in their various 
branches. The present situation is considered rather 
serious. The attitude of mind reflected from the Sen- 
ate chamber at Washington through private corre- 
spondence read at the meeting regarding the price of 
footwear indicates that many complaints are being 
registered by the consumer, and many of which, 
though some may be exaggerated cases, are showing 
signs of having taken root. Therefore, the members 
of the Council found that it is quite necessary at this 
time for them to bring about a closer and more prac- 
tical relation between the Washington officials and 
the representatives of their industry. Such action is 
designed to take care of misrepresentation that might 
be registered at Washington and ultimately to insure 
fair legislation resulting from a price investigation. 

The Great Subject Today 

The entire morning session was spent in a free dis- 

cussion of general conditions in the retail trade, the 


manufacturing trade and also the tanning trade. The 
subject of profiteering, of course, was that which 


claimed much consideration. It was discussed in its 
various phases. Mr. Craddock of Craddock-Terry 
Company, Lynchburg, asked Mr. McGowin what the 
attitude of the Federal Trade Commission was regard- 
ing profiteering, since Mr. McGowin had been in con- 
ference last Monday with Senator Murdock, acting 
chairman of the Federal Trade Commission. 

Mr. McGowin explained that the Federal Trade 
Commission figures a profit on the basis of the capital 
involved and not on the turnover. And in his ex- 
planation he stated that he was lead to think that the 
Commission does not consider borrowed money as 
capital. This point, however, was not clearly under- 


‘stood, explained Mr. McGowin. It was also learned 


through the presiding chairman that 6 per cent or 
7 per cent—in the minds of the Federal Trade Com- 
mission—is adequate profit on the investment. 

Following the example set by the National Retail 
Shoe Dealers’ Association last week at Atlantic City, 
Mr. McGowin suggested the appointment of a com- 
mittee representing the branches of the Allied Council 
to appear before the Federal Trade Commission. 

Thereupon, Mr. Craddock, pointing out the absence 
of a definite program and the divergence of the various 
branches of industries there represented, urged that 
they hold group meetings in order to work any recom- 
mendations they might have into definite and con- 
crete form. ‘ 

The meeting adjourned for lunch with a motion by 
Fred Vogel of Pfister & Vogel Leather Company, 
Milwaukee, for each group to hold session during the 
lunch hour, at which time a committee of five were to 
be appointed by each group to represent its branch 
as a part of an Allied Committee, representing the 
entire shoe and leather industry. 

The afternoon session was called to order at 2.30. 
It was considered advisable to go into executive ses- 
sion at this point, so the members of the press retired. 

After the session was over, Mr. McGowin stated 
that a program for the purpose of increasing the pro- 
duction of footwear and also to encourage more con- 
servatism on the part of the consumer had been 
definitely adopted. It was also definitely decided 
that the commission, composed of five from each 
branch of the allied industries, shall seek a hearing 
with the Federal Trade Commission. 

This commission is to study also the best methods 
to adopt for combatting unscrupulous publicity which 


_,is a detriment to the industry. The personnel of the 
A commission will be announced in a few days. 
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Cincinnati to Hold Shoe Fair 


Travelers Plan Big Style Show, January 7, 8 and 9, at Hotel Sinton, Following 
National Convention of Travelers---A Slogan Wanted---$100 in Prizes 


Association of the National Shoe Travelers 

for a great Shoe Fair, January 7, 8, and 9, 
1920, to be known as the Cincinnati Shoe Fair, are 
of such a nature that for those who have an intimate 
knowledge of them, it is hard to wait until the three 
big days roll around. Cincinnati has never had a 
Shoe Style Show. 

The annual convention of the National Shoe 
Travelers’ Association will 
be held in Cincinnati, Janu- 
ary 5th and 6th, at the Gib- 
son Hotel. The Cincinnati 
Shoe Fair, which immedi- 
ately follows the convention 
on January 7, 8, 9, will be 
held at the Sinton Hotel. 
Five entire floors of that 
spacious building will be 
cleared of its furniture to 
make room for the displays 

. of everything needed in che 
retail shoe store from a shoe 
buttoner to a miner’s boot, 
and from an artistic window 
display to milady’s carriage 
slipper; all under the one 
roof. One entire floor will 
be exclusively for the Cincin- 
nati manufacturers. - Every 
large shoe manufacturer and 
jobber in the country will be 
invited to have a display. 

The manner in which the local Association of the 
National Shoe Travelers is going about the work of 
preparing for the great Shoe Fair is a sure indication 
of phenomenal success. The Fair committee is 
headed by W. T. Dickerson, sales and advertising 
manager of P. Sullivan & Co. Mr. Dickerson is 
recognized as one of the leading style experts of Cin- 
cinnati, and as a style center Cincinnati is second to 
none. Working with Mr. Dickerson on the same 
committee are Irvin I. Roth, Jake Epstein, E. L. 
Hafertepen, C. F. Van Ausdol, L. Brunner, John 
Gregg and Frank Weber. The sub-committees con- 
sist of a hotel committee and a publicity committee. 
Those on the publicity committee are Irvin I. Roth, 
chairman; Hafertepen and Van Ausdol. The hotel 
committee consists of Jake Epstein, chairman; Brun- 
ner, Weber and Gregg. In co-operation with the 


[T's plans thus far outlined by the Cincinnati 





W. T. DICKERSON 


Chairman of Fair Committee 


fair committee the Cincinnati Chamber of Commerce 
is lending its unlimited support. Mr. Quinlin, head 
of the convention board of the chamber, is giving his 
personal attention to the Shoe Fair preparations. 

Approximately $10,000 will be spent by the Cin- 
cinnati Association of the National Shoe Travelers in 
preparing for the Cincinnati Shoe Fair. And bear in 
mind that it is to become a permanent institution 
and a semi-annual event. | 

At a meeting of the Cin- 
cinnati Association of the 
National Shoe Travelers, 
held at the Sinten Hotel, 
August 19th, the members 
were made happy by an 
announcement from Presi- 
dent Fechheimer that John 
L. Horgan, manager of the 
Hotel Sinton, had donated 
to the Association the use 
or parlor G for their official 
club room. 

The publicity committee 
on the preparations for the 
Shoe Fair has put on a 
contest in which will be 
given away $100 in cash, 
divided into seven prizes, to 
those who offer best sug- 
gestions for a slogan for the 
Cincinnati Shoe Fair. This 
contest is open to every- 
body in the United States, 
with the exception of those who are officially connected 
with the Fair. It opens now and closes on October 15. 
The nature of the slogan must express the high 
standard of shoemaking in Cincinnati. It must 
exemplify the high art in shoe designing that is 
characteristic of the market; likewise the fine 
quality of footwear that the market produces. The 
slogan must not exceed “SIX” words. It can have 
less, but not more. The judges of the contest are 
to consist of four editors from the local daily news- 
papers, and one associate press manager. The con- 
testants must plainly write their suggestions, pref- 
erably typewritten, on one side of the paper. All 
suggestions must be mailed to F. J.. Weber, 209 
Chamber of Commerce, Cincinnati, Ohio. The prizes 
are as follows: first, $50; second, $20; third, $10; 
fourth, fifth, sixth and seventh are all $5.00. 











OR the twelve months ending with June, 1919, 
KF more shoes and leather were exported from the 
United States than for any fiscal or calendar 

year in the history of the industry. According to the 
monthly summary of foreign commerce issued by 
the Department of Commerce, the total exports of 
leather and manufacturesof for the period mentioned, 
with comparisons, amounted to $153,709,573 in 
1917, $100,880,843 in 1918 and $182,908,949 in 


1919. 
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A Record Year in Foreign Business---Largest Shipments Abroad in the History 
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Of this amount in 1919 over $50,000,000 worth 
was for boots and shoes and the balance for leather 
and leather goods. Our largest customer for sole 
leather was the United Kingdom, 48,109,993 pounds 
valued at $16,322,377; also for goat and kid leather, 
taking 20,270,176 square feet valued at $9,605,196. 







Cuba the Largest Customer 


Cuba is the largest customer for boots and shoes, 
the figures being: 















1917 


Pairs Dollars 
Cp ee 1,758,824 
OT ROE CECT TT 1,362,380 3,275,828 
. frre: A hy 1,583,058 














4,287,217 6,617,710 
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SHOES EXPORTED TO CUBA. 


1918 1919 
Pairs Dollars Pairs Dollars 
2,631,306 3,003,835 1,868,994 2,645,178 
1,480,255 4,441,335 1,557,974 5,713,444 
1,326,995 2,227,805 1,298,711 2,510,192 









5,438,556 























4,725.679 10,868,814 





9,672,975 











The rise in value of shoes is noted in the above, 
particularly in the men’s, but the number of pairs 
was greater for the preceding year and not much 
greater than in 1917. Russia in Asia took 1,225,785 
pairs of men’s shoes valued at $5,746,474. 


The Growth of Trade 
Prior to the World War the total shipments of 















leather and all manufactures amounted to approxi- 
mately $60,000,000. Now the shoe forwardings . 
alone amount to over fifty millions and the leather 
shipments more than twice that amount, including 
belting, harness, gloves and the like. 

It is probable that exports of shoes to the United 
Kingdom would have been much larger but for the 
embargo, the figures for three years being: 


















1917 
Pairs Dollars 
rs ace dead 48508) 305,562 866,197 
1,187,414 2,766,426 





SHOES EXPORTED TO UNITED KINGDOM 














1918 _ 1919 
Pairs Dollars Pairs Dollars 
68,985 135,489 103,275 442,917 
11,616 26,157 385,202 1,331,786 











Children’s are included in “Europe.” According to 
these figures the disparity is so great for 1918 that it 
would be thought a mistake had been made, but if 
correct, the discrepancy was probably due to war 
conditions. 

A number of countries are now larger cus- 
tomers by considerable for our shoes. But the 








larger imports of leather by Great Britain indicate 
that they have determined to make as many of their 
own shoes as possible. 







Study the Figures 


The total exports of boots and shoes for the period 
under consideration follow: 



















1917 
Pairs Dollars Pairs 
15,895,059 33,310,511 15,012,220 





TOTAL EXPORTS OF BOOTS AND SHOES 





1919 
Dollars Pairs Dollars 
36,550,063 16,687,454 50,506,986 


















Note the increase in value: something table over an 
average of $2 per pair in 1917, less than $2.50 in 1918 
and over $3 per pair for 1919. This does not include 


slippers, only men’s, women’s and children’s shoes. 
As a promising feature of our export trade it is inter- 
esting to note that this large shipment of shoes abroad 
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is not confined to a few large countries, but is well 
divided in proportion to population among shoe 
wearing nations in all quarters of the globe. 


Exports of Leather 


The immense quantity of leather sent abroad, over 
$125,000,000 dollars’ worth during the past year, 
shows the great activity in this department of our 
industry, and the need of the world for leather. 
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While it is a great amount to go out of the market, it 
must be remembered that the major part of the raw 
material comes from outside of the United States. 
It used to be a favorite theme of the late Hon. William 
B. Rice that our large shipments of leather should 
leave the country in the finished product—shoes. 

The total shipments of leather for the twelve 
months ending with June, with comparisons, fol- 
low: 











. 1917 
Quantity Value 
j EEE REL eT over Oe) POP SEA $3,122,841 
Carriage, Automobile and 
OP Pam OP IE Tee 97,054 
 binctectca st cca cvanmaun an 1,497,957 
MD as oss Dawid Comda>) wameacees.s 7,150,097 
MN; MB iocck cadens cees CRESS 39,026,278 
Upper 
Calf and Kip, sq. ft...... 19,390,788 8,229,038 
Goat and Kid, sq. ft..... 88,313,154 30,285,489 
AM Other Upper ..0is..6. ssesseese. 12,810,199 
pe Pee Poe 6,370,790 


Total Leather........... 108,589,743 





eee ey 














1918 1919 


Quantity Value Quantity Value 
bacon ons $2,544,257 poanaceues $3,230,510 
aheidiacheanss 130,891 sini eeng ate. bork 301,249 
Bin hn Shedd 2,542,282 ehieiarehivian™ 2,083,537 
As eee 4,690,320 ke-sacétieees 8,337,039 
22,766,498 12,245,967 82,961,322 36,825,842 
15,514,785 7,554,560 31,133,057 17,121,682 
37,708,461 14,382,698 58,691,582 27,032,023 
ccapeienes 9,214,169 Saeaeas i's 15,691,558 
Sere ate os 4,751,549 Pabeut ones 9,296,105 
Pee oe Or 59,437,390 EN Peay em 126,471,264 











It should be mentioned that in spite of almost pro- 
hibitive duties Canada is still a good customer for 
the United States. Our exports of sole leather to 
Canada for twelve months ending with June amounted 
in value to $351,841; goat and kid leather, $2,578,769. 
Calf and kip are not designated by countries. Shoe 
shipments to Canada were: children’s, pairs, 145,167, 
valued at $132,574; men’s, pairs, 119,073, valued at 
$414,284; women’s, pairs, 557,439, valued at $1,656,- 
746, a total value of $2,203,604. 


The Import Trade 


The imports of our shoe and leather industry are 
chiefly of raw material, but our total imports of 
leather and manufactures of amounted in value to 


$7,383,513 in 1917, $22,603,851 in 1917 and $15,- 
423,184 in 1919. 


IMPORTS (Free of Duty) 


1917 1918 1919 
Sole Leather...... $ 2,443,785 $3,086,089 $789,497 
Upper Leather... . 3,497,849 2,776,365 1,227,937 
All Other (free)..... 4,063,724 2,593,343 2,431,030 


Total All Leather 


and Tanned Skins 20,111,666 13,057,148 8,366,397 
Boots and Shoes 
(Duty Free)..... 275,280 437,293 208,513 
IMPORTS OF HIDES AND SKINS 
(Free of Duty) 


The imports of the principal classes of hides and 
skins for the twelve months ending with June follow: 











1917 















1918 1919 


Quantity Value. Quantity Value Quantity Value 
(Pounds) Dollars (Pounds) Dollars (Pounds) Dollars 
Calfskins (dry and 
green or pickled).. 46,336,195 15,593,049 13,161,315 5,276,601 20,648,425 10,141,965 
Cattle Hides (dry, 
green or pickled). 386,600,028 99,950,653 267,499,770 67,750,124 253,876,730 60,324,662 
Goat Skins (dry and 
green or pickled) 105,640,307 55,419,809 66,932,937 31,731,425 89,004,528 51,226,389 
*Total (All Hides —_—_—— = ———— ma 
and Skins)..... 700,207,497 216,363,609 432,516,693 131,628,352 448,141,726 149.288,544 

















There will be noted a decline in imports over 1917, 
largely due to war conditions Large quantities of raw 
material were piled up in various parts of the world 
and rotted or was impaired by the delay. Added to 
this was the fact European tanners grabbed up any 


*This total includes all other hides and skins such as buffalo, cabretta, horse, colt, ass, kangaroo, sheepskins, etc. 


hides and skins at a time when our tanners were un- 
willing to buy, particularly directly following the 


armistice, and when the United States tanners and 
hide merchants did begin to buy hides and skins had 
reached a much higher level of prices. 
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To Sell Smart Shoes for Smart Women 


Culley-Storz Shoe Company Organized in Omaha, Nebraska 


On September 1, the specialty 
house, Culley-Storz Shoe Company, 
opens in Omaha, Nebraska. The 
organization gives promise of great 
success in the distribution of ladies’ 
high grade footwear. 

W. J. Culley, president and 
treasurer, is well known, having 
been associated with the firm of 
F. P. Kirkendall & Co. for thirty- 
two years, being vice-president 
when he resigned, June 1. He 
started with this house when he 
was in his ‘teens, being their first 
stenographer, working his way 
through all the departments both 
in the house and on the road. 

L. H. Storz is a prominent 
young business man of Omaha, 
who prior to his enlistment was 
associated with the Skinner Mac- 
aroni Company of that city, as 
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W. J. CULLEY 


assistant sales manager. 


L. H. STORZ 





Shoe and Leather Fair at London 


Twentieth International, October 6 to 11 


One of the great international events is the London 
Shoe and Leather Fair, which is now in its 20th 
meeting, at the Royal Agricultural Hall, London, 
October 6 to 11. 

Prior to the war, fairs were held annually, but 
the war caused a suspension. This Fair is to be 
termed a Peace Fair and a record attendance is 
expected from all parts of the United Kingdom and 
from all parts of the European countries. A large 
attendance of American visitors is expected and 
exhibitors are invited at a small rental price of 
$55.00. 

The fair is controlled by the Shoe & Leather Fair 
Society and is being managed by the Shoe & Leather 
Record, 40 Finsbury Square, London, E. C. S. 





Ernest Perrin to Speak 
On Lyons Fair and World Business 


Ernest Perrin,” official representative of the Lyons 
(France) Fair, will address the members of the 
Boston Shoe Trades’ Club at a luncheon next Wednes- 
day, September 3, at 12.30 o’clock, and will have 


something very interesting to tell not only regarding 
the elaborate plans for an American shoe and leather 
department at the great Fair next March, but con- 
cerning general conditions’ in Europe. 

Mr. Perrin is coming to Boston as the special guest 
of President Everit B. Terhune, who is himself 
thoroughly familiar with the Lyons Fair and is very 
enthusiastic over the trade possibilities it offers to 
American tanners and shoe manufacturers. There 
were nearly a score of exhibitors from this country 
last March, and their sales aggregated $1,000,000. 

A number of prominent representatives of the trade 
have been invited to meet Mr. Perrin at the Juncheon. 





The “Fourteen Points’’ Again 


Amongst the many good things in the big Goodyear 
Family Newspaper are “Fourteen Points on Sales- 
manship” in the August issue. Published at Akron, 
Ohio, by the Goodyear Tire & Rubber Co., this pub- 
lication has a Goodyear family circulation of nearly 
25,000, which makes it a close second in distribution 
to the leading Akron dailies. 

Similar in form is the Goodyear Tire News with 
60,000 circulation, the two characterized by an excel- 
lence that leaves little to be desired. 
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HEN fashion steps in it 
further adds to the already 
difficult situation of a world 
short on jeather. The lead- 
ing style creators and au- 
thorities have awakened to 
the fact that women have 
been careless in the dressing 
of their feet and the newest 
Parisian and New York 
effects are created with shoes 
to blend with the costume 
and with the direct purpose 
of having a lady’s footwear 
display the same good taste 
with which she selects her hats or her gloves. 

In natural sequence, the various style and fashion 
journals have reported this inter- 
esting and instructive information 
to their readers who number well 
into the millions, suggesting the . 
attractive and harmonious effects 
to be obtained by buying shoes 
with an eye to blending colors. 

The leading department stores 
who maintain buying offices and 
fashion sleuths abroad and in New 
York, and the progressive shoe 
retailers who always keep a finger 
on the pulse of fashion, have seen 
the new trend in shoe styles and 
are anticipating a heavy demand 
for colored kid shoes. 

































Short Skirts—Smart Shoes 





Further, skirts are going to be 
worn shorter. Hardly as short 
as in Paris where the extr mists 
wear them only a little below the 









In America, 
worn modestly shorter, but at 
least above the shoe tops and here again we find an 
influence on footwear. 

The shorter skirts will naturally mean that women’s 
feet will be entirely visible and,the first thought is to 
make them as inconspicuous as possible, so from 










The World Wants Better Dress 


Footwear Is Grading-up the World Over and the Call Is for Better Leathers 
and Better Styles 


By OSCAR M. STERN, Publicity Manager, Fashion Publicity Co., New York 








OSCAR M. STERN 
knee. . Advertising Manager Fashion Publicity 


skirts will be Co., F. B. and C. Products, New York 
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another angle we foresee a further demand on the 
supply of kidskins. 


Color in Better Harmonies 


The fashion of color harmony in kid footwear lends 
itself perfectly to dressing woman’s feet so that they 
are not conspicuous. Kidskin, because of its smooth 
surface and its soft, conforming texture, moulds to the 
foot and laces so snugly around the ankle that a well 
fitting kidskin shoe will look sizes smaller than the 
same size of any other leather. These natural ad- 
vantages, dyed into harmonizing colors, will blend a 
lady’s feet into the color scheme to a delightful 
degree. 

And now that the war reitedetions. on dyestuffs 
have been removed, the tanners have produced a 
standard range of the seven shades which will be in 
most popular demand. Shoe manu- 
facturers are placing heavy orders 
far in advance. of the normal 
buying periods in their efforts to 
assure their share of the woefully 
inadequate supply. 


The Call for Kid Boots 


These manufacturers of foot- 
wear, in turn, report a heavy early 
demand for colored kidskins. They 
say that laced boots are vastly 
more popular than button shoes. 
This they attribute to the shorter 
-skirts and the fact that a laced 
boot always fits more neatly and 
snugly than the button boot. The 
popular call is for long, narrow 
vamps, laced kid boots, cut 9 
or 91% inches high. 

Is it any wonder that in the 
face of all these conditions that 

_ kidskin is high in price and 
scarce? Even though the war is 
over, the goat herds are not as 
numerous as they were nor are 

the labor and shipping facilities up to the point of 
maximum production. 








“It is better to be out of the world than out of 
the fashion.”’ 


—Beau Nash. 
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Cuts for Women’s Shoe Ads 


The retail ads of shoe merchants this year give 
promise of greater public interest than has ever be- 
fore been manifested. We therefore stick to illus- 
trations and ad suggestions pertinent to selling, not 
defense of prices—for the test of the times is volume 
of sales, not excellence of alibi. 














No. 995—25c. 


i a NN Nh a th 


Effective Medallion Display Border Sor center of ad page 





The Season’s 
Best Answer 
‘ to H.C. of L. 


gut 
wy 


Cloth Over Kid 
With Style 


“ 


> 
) ot) Sore 


> 





Autumn Exposition 
of Feminine 
Footwear 


Our entire store is now in thorough 
readiness for the year’s most impor- 
tant event. 


.996—60c. Shoe Cut No. 997—25c. ; , > 
rogurttgas tes i re . Inspection of our new fashions in 


Selling Phrases—Use F- reely : footwear will bring expressions of true 
Footwear of individual character plus skilled fitting is the keynote of appreciation of what is practical and 

this store’s service. simple, yet distinctive 1m design. 
Select styles of slippers—dainty and trim. The accredited styles are shown first 


The fine arts of boot making carried to present perfection. , : 
The college girl is attracted to our smart but reasonable footwear. tm our store. 


To fit the eye as well as the foot. 
Reasonable styles, right shoes and regular values. 


























Aug. 30, 1919 





BOOT AND SHOE RECORDER 


47 

















No. 1001—25c. 












Fall dress 


priate to 


A Worthy Achteve- 
ment in Color 
Harmontes 


An instinctive appreci- 
ation of the Color of Foot- 
wear best adapted to your 


features of our shoe service. 


In the shades of brown, beaver, 
field mouse—the soft and dark 
grays and in the combination 
there is a first hand knowledge of 
the right thing. 


Our Boots are correct 
and the prices appro- 





Three Little Sister Pumps 
Simple—Sweet—Stylish 


OU will be charmed with these 
slippers of patent brown and black 

kid. Your good judgment will tell you 
that there are months more of slipper- 
time and, besides, there is an economic 
advantage which cannot be overlooked. 










Patent Brown Kid Black Kid 
$8.00 $12.00 $10.00 


is one of the 


Border cut No. 1002—60c. Shoe cut No. 1003—30c. 


The use of these silhouettes is for emphasis—the black 


p cut catches the eye and compels reading of your ad. 
your purse. 
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Selling Phrases: 


In the world of shoe fashions, kid in colors, reigns. 

We anticipated in styles—you benefit in prices. 

The newest boots makes possession a pleasure. 

In beauty of lines in our styles—fashion smiles 
approval. 

Early selection is urged, for boots are scarce. 

Unlimited satisfaction in style and fitting. 


No. 1005 
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‘. Cuts forMen’sShoe Advertising 


A new era of ‘‘style in men’s footwear” is developing. Help 
the cause along by a type of masculine advertising that will 
make every man want a pair for business, one for dress, a 
brogue for sport and more shoes than ever before. Use these 
cuts and call for any special design you may want to put pep 
in the Fall Business. 


























Smart Dressers Wear 
the British Brogue 


A million American soldiers saw the 
F A F § ~ } L E ~ swells on Picadilly Circus a’wearing 
Brogues—all “dogged-up” with per- 


Substance and service now dominate men’s shoe styles. forations and stitchings. 
The returning soldier trade of our store proves that the The style hit American men as the 
thoroughly masculine lines of our boots bring swift selec- real “swank” of Victory. 
tion and lasting satisfaction. Cait. b 
In Norwegian » heavy soles, 
SHOES FOR MEN shanks and heels. Stitched 


Notable values $10 to $20 —Built to wear aloft—solid throughout. 






































Children’s Ads 


Selling Phrases: 


New shoes for school are aids to study. 
Bring children to be fitted—don’t hazard 
“shoes sent on approval.” 


Sturdy shoes—kick proof Autumn styles 
for children from the cradle to college 
campus. 
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No. 191) —?5:. 


“Hug ’em Tight’’ 
Oxfords 

grips the foot comfort- 

ably, satisfies the eye, 

and can’t be beat at 


$10.00 


Tan Side Pattern, 
Leather or Fibre Sole, 
Snug Lining, Invisible 
Eyelets, Trim Edges. 
Built right. 








No. 1011—25c. 


DRESS-UP 


TIME 


F you’ve dropped khaki, 
go to the ball in the 
glad togs once more. 


It’s the thing to do— 


For correctness see our 
Dress Chart for Fall. It 
designates the shoe ’n’ 
everything forevery event. 


Gloves and Sox here, too. 








No. 1012—25c. 


Smart Conservatism 
in Shoes for Business 
Wear 


Dependable footwear, trig as is 
made, and wear ’em all day. 


Fibre Soles 
Dark Tan Russian $12.00 
Cream Tan Stock . 10.00 
Black Calf 12.00 
Personal Inspection 
—Sure Approval 


Ready Now 














(3 


No. 1013—60c. 


Bring in your feet—here’s Your Shoes 


ft Birimeewhi many a man with a yearning for the real shoe 
and here it sure is—built true to type—made ready for 
wearing and you get custom service at the price of American 
ingenuity in the best factories. 


Black and Tan 


Calf and Kid 


Fitting 1s best NOW when stocks are strong 
$8-$10-$12.50-$15-$18 


AA-A-B-C-D 
































BOOT AND SHOE RECORDER 


Aug. 30, 1919 


Merchants at Wisconsin Convention at Oshkosh 





WASHINGTON MERCHANTS SET GOOD 
EXAMPLE 


Proximity to Capital Makes them ‘“‘Good 
Examples”’ for Investigation 


Washington, Aug. 29 —Dealers here fear that the 
stocks of shoes on hand and contracted for will be in- 
sufficient to supply the Fall and Winter demands. 
They have sent S. O. S. appeals for increased stocks 
and if they don’t get them they will not guarantee to 
supply Washington with all it needs in footwear. 
The gay season is about to return and the demand for 
even shoes is expected to be abnormal. 

The manager at S. Kahn Sons Company was so 
pressed for space that he induced the company to 
eliminate the restaurant and turn over to him the 
big dining room. This has been refitted and is now 
stocked with one of the finest lines of shoes that can 
be found in any city of its size in the country. 

Sacks & Co. complain that they have insufficient 
room for the increasing trade. During the Summer 
they have sold an immense quantity of white shoes 
and this style of footwear is still in considerable de- 
mand. After Labor day, however, the white shoes 
will be retired to obscurity and the Fall and Winter 
shoes will make their appearance. 

There appears to be no present purpose on the part 
of the Washington shoe dealers to unduly advance 
prices. Stories that they were to charge from $25 
to $50 a pair for good shoes are declared to be all 
moonshine. There is no purpose to gouge the public 
nd citizens should not be alarmed by such stories. 


They are wholly without foundation, the dealers 
insist. 





MOUNTAIN STATES CONVENTION 
Plan to Attend at Denver, Sept. 16, 17, 18 


Denver—The stage is being set for the convention 
of the Mountain States Retail Shoe Dealers’ Asso- 
ciation to be held at the Albany Hotel in this city 
Sept. 16, 17 and 18. Shoe dealers in this part of the 
country are looking forward with a great deal of 
interest to the coming convention, which is expected 
to be attended by a large number of dealers from the 
Mountain States. The governor of Colorado, Oliver 
H. Shoup, will give the address of welcome. Among 
the speakers at the convention will be John Bush, 
president of the Brown Shoe Company, St. Louis, 
Mo., who will deliver an address—the subject of 
which is ““Nuts and Beans;’’ John J. Fontius, president 
of the Fontius Shoe Company, this city, who will 
talk on “Finance; Elmore Peterson, with the Ex- 
tension Division of the University of Colorado, who 
has selected as his subject, “Small Town Advertis- 
ing,” and E. C. Logan, of the “Boot and Shoe Re- 
corder,” who will address the assembly on ‘“The 
Hide and Leather Situation.” 

One of the features of the convention will be the 
round table discussions, which will be held on both 
the second and third days. H. E. Fontius, of the 
Fontius Shoe Company, this city, is president of the 
association and reports that the convention this year 
is going to be something well worth while. 
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by Castle Havana Brown fashion Plate 


EW Castle Leather Company Havana Brown Kid, 
8% Inch Lace Boot, Full Foxed Vamp, Blind Eyelets, 
Plain Toe, Turn Sole, Leather Heel. 


Made and Exhibited by 
HOLTERS SHOE CO. 


CINCINNATI, OHIO. 


Judge It by Its Users” 
New Castle Leather Company 


NEW YORK 


Boston , Montreal,Can. Chicago 
and the Principal Leather and Shoe Centres Lverywhere 
Factory, Wilmington,Del. 
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Wisconsin Retailers’ Association Convention 


Biggest and Most Enthusiastic Meeting in the History of the Association---A 
Timely Gathering with Pertinent Topics Discussed 


was demonstrated in the convention of the 
Wisconsin Shoe Retailers’ Association at Osh- 
kosh, August 20th and 21st. 

President William Schlaefer and the other state 
officers worked untiringly to build a convention pro- 
gram that would be of interest and of profit to the 
retail merchants attending the convention. 

B. C. Lewis, chairman of the Oshkosh Shoe Re- 
tailers’ Executive Committee, and the other retail 
shoe merchants of Oshkosh, bended, every possible 
effort to make the convention from a local stand- 
point a grand success, which it proved to be. 

The Association of Commerce of Oshkosh extended 
to the Retail Shoe Dealers’ Association the use of the 
Municipal Club House of the shores of beautiful 
Lake Winnebago. 

With each of these separate organizations working 
in harmony, and with the concentrated thought in 
mind of making a successful convention, the result 
was sure to not be disappointing. 


bie true worth of co-operation and enthusiasm 


Association Grows While Assembled 


That the attending merchants were pleased with 
the program and were alive to the benefits to be 
derived “rom association work was demonstrated by 
the fact that at the opening of the convention there 
were 1&1 members on the rolls of the State Associ- 
ation, and at the close of the convention the member- 
ship had grown to 244. 

When President Schaefer rapped for order and 
called the association into session he proceeded, after 
only a few preliminary remarks, to introduce the 
speaker on his program. 

Mayor McHenry welcomed the shoe merchants of 
the state to the city of Oshkosh, and especially to 
the Municipal Club House which was placed at the 
disposal of the delegates. 

Edward Smith, secretary of Oshkosh Association 
of Commerce, made a short talk on the “Benefits of 
an Association.” In his talk Mr. Smith said that so 
far as he knew present Chambers of Commerce were 
the outgrowth of guilds that were formed in the 
twelfth century by peasants as a protection against 
the nobility. 

And the same spirit which dominated that early 
movement has been carried down through the cen- 
turies. But in with the thought of protection against 
certain elements has come the idea of benefit, not only 


to the members of guilds or associations, but better- 
ment of the community at large. 

That by the exchange of ideas and closer contact 
between men in the same craft, a broader vision of 
the duties, and responsibilities of that craft are 
brought to light and the members thereof are better 
equipped to do their part in their several com- 
munities. 


Obligations to the Merchant 
By H. L. NUNN 

In the absence of H. L. Nunn of the Nunn, Bush & 
Weldon Shoe Company of Milwaukee, a paper pre- 
pared by him on the topic, “Some Obligations of 
Shoe Manufacturers and Shoe Retailers to the Con- 
sumer,’ was read by Ralph Hammond, a 
ager of that firm. 

In his paper Mr. Nunn emphasized the fact that 
every manufacturer and retail merchant was placed 
under an obligation far beyond the money profit on 
the product which he dispersed. 

“Life should be a pleasure and not a burden to every 
inhabitant of the earth; no matter what a man’s 
walk of life or occupation it should be a supreme 
thought to make those with whom he came into 
contact, whether it be in the relation of employer or 
employee, merchant or customer—the dominating 
thought should be to bring more happiness and con- 
tentment into each life. 

“Every line of business should pay good wages and 
proper remuneration for services rendered. 

“As dispensers of footwear, both manufacturers 
and retailers should give more thought to the satis- 
faction, comfort and protection of the wearers of 
shoes.” 

Fitting Given Proper Importance 

He paid high tribute to the Munson last and ex- 
pressed the hope that there would be a more general 
use of lasts of this type and less time and stress 
placed upon lasts of the prevailing English type, 
which neither fit the feet nor were pleasing to one 
with a real sense of beauty. 

Many of the prevailing’styles he characterized as 
certainly being pleasing to the devil alone. It is bad 
enough for grown men and women to select such 
shoes for themselves, but it was a sin and a crime to 
impose such unnatural shaped, and uncomfortable 
footwear upon the feet of growing boys and girls. 

‘Last makers apparently do not study foot anatomy 
or attempt lasts that will fit human feet, but devote 
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their time to designing lasts that will sell, regardless 
of the effect on the feet.” 

The Western Editor of the “Recorder,’’ Earl C. 
Logan, then spoke on the “Conditions of the Hide 
and Leather Market, and Their Reflection on Present- 
day Shoe Prices.” 

In this talk, he endeavored to show that the pre- 
vailing prices of hides and leather, and consequently 
of shoes, was not due to manipulation of any part or 
faction of the industry so far as he had been able to 
determine, but was due to world-wide scramble for 
materials and for manufactured shoes to supply an 
unusual demand at a time when production was 
being hindered by numerous causes. 


At Least Two Per Cent for Advertising 


A talk on advertising by Stanwood S. Newell then 
followed. Mr. Newell recommended that a merchant 
doing up to a hundred thousand dollars a year should 
set aside an amount equal to two per cent of his gross 
sales for advertising purposes. Stores doing a larger 
business could well afford to spend a larger percentage 
of their sales for advertising purposes. 

For stores located in the congested business section 
of the larger cities newspapers should be the principal 
medium of advertising. 

Stores in smaller communities and in the outlying 
districts of cities should divide their appropriation 
between newspapers and direct-by-mail mediums. 
As a general rule program advertising for church 
socials and similar affairs have not proven productive 
or profitable advertising mediums and are generally 
bought by the merchant “For the good of the cause.” 

A continuity of thought and harmony should pre- 
vail throughout the advertising of every firm. The 
name on the window, the name plate at the top or the 
bottom of a newspaper ad, the signature on a bill- 
board should all be of the same style and character. 
A particular form of type and a particular method of 
arrangement should be adhered to. In this way the 
name of the firm, the product, or the trade-mark 
would thus be driven home and indelibly impressed 
upon the mind of the reader. 

Illustrations were recommended, but the illustra- 
tion should represent the merchandise or product, 
and help to tell the story of the product advertised. 


“Shoes for Occasions’’ 
By FRANK B. KING 


In his address on “Styles” Frank B. King, president 
of the Chicago Shoe Travelers’ Association, took as 
his key-note “Shoe for Occasions.” He refuted the 
idea that a pretty shoe was necessarily a stylish shoe. 

That it only became a stylish shoe when it was 
worn for the occasion at which it was intended to be 


worn. 
A silver-cloth pump was a ‘pretty shoe and a 
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stylish shoe when worn with a gown that harmonized 
with it, at a dance, a party, or similar evening func- 
tion; that it was not a stylish shoe when worn in the 
morning or in the afternoon on the street with a street 
costume. 

He predicted that the allied council of the shoe and 
leather industries would perform a great service in 
educating merchants, and through the merchants, 
the general public to buy shoes for occasions rather 
than to buy some freakish looking last, color or ma- 
terial and then call it style and wear it for any occasion 
that might present itself. 

The average woman, according to Mr. King’s idea, 
should own from six to fourteen pairs of shoes ac- 
cording to her occupation and social obligations. 

When once the feminine public are educated to buy 
shoes on this basis there will be smaller loss from ever- 
changing styles, fewer kicks on account of unsatis- 
factory wear and service and a better and more 
stylishly dressed public. 


The Making of a Goodyear Welt 


John F. O’Connell of the United Shoe Machinery 
Company, Boston, presented a two-reel motion 
picture lecture on the making of the goodyear welt 
shoe. 

In the picture story the whole process of manu- 
facture from the selection of the leather to the pack- 
ing of the shoes in the cartons was shown. 

Both the merchants and the ladies in attendance 
seemed to enjoy this motion picture story and from 
it gained a more intimate knowledge of the intricate 
process of shoe manufacturing and the complicated 
and wonderful machinery necessary to complete the 
various details of the manufacturing process. 

Two festive occasions helped to relieve the monot- 
ony and add to the pleasure of the first day of the 
convention session. 

A buffet luncheon was served in the dining room of 
the Club House by the local Shoe Dealers’ Association. 


Plenty of Wholesome Entertainment 


After this the local committee provided auto- 
mobiles in which the visiting merchants and ladies 
were taken for a drive over the city and shown the 
various points of interest. 

After the close of the afternoon session the H. C. 
Roenitz Company took the entire party of merchants 
and ladies on a boat trip on the lake and up Fox 
River. Dinner was provided by the hosts on the 
boat. This trip was very much enjoyed by all the 
participants. 


The Round Table for Results 


Both morning and afternoon sessions of August 21st 
were given over to round table discussions of subjects 
affecting the inner workings of the retail shoe store. 
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The first speaker was John Langenberg of Appleton. 
The speaker told of troubles which had been en- 
countered in conducting a credit business and then 
of the way he had gotten rid of a lot of unpleasant 
parts of retail merchandising by conducting his busi- 
ness on a strictly cash basis. 

Even after the most careful scrutiny of the financial 
and moral standing of applicants for credit, losses 
are bound to be entailed and dissatisfaction is sure to 
result from credit business. 

The merchant who extends credit and is not 
prompt in making his collections is breeding dis- 
honesty and unfairness among his customers. 


Benefits of a Cash Business 


A strictly cash business cuts down overhead by 
eliminating the cost entailed in bookkeeping, in 
stamps and stationery, and in time spent in making 
out and mailing statements, as well as time spent in 
making personal calls on debtors and possible time 
and expense spent in law suits for the collection of de- 
linquent accounts. 

During the past few years manufacturers and 
wholesalers have had a tendency to shorten datings 
and cut down discounts and thereby put their business, 
as nearly as possible, on a spot cash basis. 

Farmers who formerly received money but once or 
twice a year are now merchandising the products of 
the farm on practically a cash basis and in conse- 
quence are in position to pay cash for the merchan- 
dise they buy. ; 

Mechanics and laborers generally who formerly 
were paid every thirty days, or even less often, 
are now receiving their pay on: a weekly, or semi- 
weekly basis. Therefore this class of customers are 
in position to pay cash if they are frugal and econ- 
omizing, and if they are not, they are a poor credit 
at the best. 

The world business is rapidly getting closer to cash, 
and the retail merchant cannot afford to do other than 
encourage that tendency. 


National Wide Claim—Profiteering 

S. J. Brouwer of Milwaukee who was to have lead 
the discussion of “Stock Turnovers” was unable to be 
present, and the time alloted for Mr. Brouwer was 
alloted to F. H. Stover of Milwaukee, who took up 
the matter of publicity in the daily press relative to 
shoe prices and profiteering by retail shoe merchants. 

Mr. Stover has collected one hundred or more 
editorials and other articles which have appeared. in 
the daily press tending to show that retail shoe mer- 
chants have been guilty of profiteering and dishonest 
methods. 

As chairman of the publicity committee of the 
Milwaukee Retail Shoe Merchants’ Association he 
had prepared an article which is to be the first of a 
series to be published in the daily press explaining the 
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position and methods of retail merchants relative to 
the present prices of shoes. From statistics he readily 
proved that shoe prices at present are no higher in 
proportion to wages and salaries than they were before 
the war. 

Few merchants have ever reached the millionaire 
class unless they went by some route other than 
a retail shoe store. The whole plan of publicity as 
adopted by the Milwaukee retail shoe dealers and the 
Wisconsin state association will be explained and 
commented on in a future issue of the “Recorder.” 

A. B. Caspari of Milwaukee led the. discussion on 
“Picking Novelty Shoes.” 

The speaker said buying shoes today is like playing 
ball. The runner starts from first to second. If he 
reaches second safely the audience applauds, and the 
runner is a hero; if he gets put out he is a boob and a 
fool for taking the chance. 


How I Pick Styles 
By A. B. CASPARI 


“T have been allotted the subject ‘Picking Styles’ 
and I assure you, gentlemen, that it is going to be a 
very difficult task for me to discuss the same intelli- 
gently. There are no two buyers who have the same 
mind, and ideas are varied and in many instances 
tastes entirely different, and to my mind the problem 
of picking styles is very much similar to a game of 
baseball. It reminds mea good deal of a man stealing 
second. If he’s safe according to the umpire’s de- 
cision he is a winner and receives the applause of the 
multitude. If he’s out he is a boob for taking a 
chance. 

“The same condition exists with regard to picking 
styles. In other words, it is up to us to steal second. 
If we make it we sometimes make a little money; if 
we don’t, we are out. And the out part generally 
effects the pocket book. 


On a Rising Market— What? 


“Buying shoes on a rising market, however, is much 
easier than on a stationary or declining market if a 
little common sense is applied. I always figure to 
take chances and by taking chances I win. Some 
chances must be taken. Results are generally pro- 
portionate to the effort expended and also to the 
amount of chances we take. 

‘Business itself is a gamble. We stand to win or: 
to lose. The daring to do brings us somewhere. 
Fearing to do brings us nowhere. It behooves every 
retailer, I think, to cover well on all staple shoes, 
tans, blacks and whites, and plenty of sizes, and this 
is to the fullest extent of his money power. One is 
almost sure when playing with a rising market. 
However, I do not wish to convey the idea that it is 
good policy to buy beyond your means or to plunge 
excessively in any style, but I do feel safe in stating, 
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and this is warranted by my own experience, that 
staple lines and semistaple at the present time are a 
good investment, in fact, are just as safe and sure as 
any stock offered on Wall Street. But do not buy 
shoe stocks on margin. Contract for all the staple 
shoes you can pay for and this with discounts. Cover 
your needs for at least six months in advance. In 
many cases it will take that long for you to receive 
your goods. 


Turning Stock Oftener and Discounting 


“By discounting the market at lower price for 
staple shoes for at least six months according to your 
purchasing power, a retailer can merchandise his 
stock at lower selling prices and in such a manner 
that he can sell two pairs where he formerly sold one, 
thereby gaining more customers, turning his stock 
oftener and it is almost sure that he will not be 
holding the bag when the leather market breaks. 


‘Effort must be made to dispose of your merchan- 
dise more so now than ever before. It is proper that 
you should go to the extent of your ability in dis- 
playing your footwear, providing efficient sales service 
and using discriminating good judgment in the selec- 
tion of your merchandise that you expect to sell. 

“Now, gentlemen, this is my version of the staple 
end: of our business and now for a few words for the 
novelty or -milliner style of shoes. My experience 
has been whether on a rising market or a declining 
market to play safe always with regard to novelties. 
In fact, this is the end of the business where I apply 
my conservatism. 

“The hunt for styles and novelties is the more 
vigorous one with most buyers and the greatest atten- 
tion is paid that direction and the stylish novelties 
generally appear periodically and spasmodically, de- 
pending largely upon changes of styles of women’s 
clothes, with regard to shades and colors, lengths of 
skirts, etc. I generally play safe by ordering my 
novelties not too far in advance, thereby assuring 
styles that are brand new and readily salable on the 
market. I hesitate always to place orders for ex- 
treme novelties to be delivered five or six months 
from date of ordering because by that time they are 
generally out of style and hard to sell. I much prefer 
to pay the price demanded for quick delivery, taking 
my chance on getting a higher price from the public. 

“T sooner would do that than order far in advance 
in an effort to cut down the cost of my shoes. It is 
much better to have one or two big going novelty 
styles than to gamble on six or seven and sometimes 
eight styles and to obtain from this lot only one 
number that is a good seller. You lose your intended 
profit by so doing and no one can tell to a certainty 
what is going to be the big smoke during a season 
ahead and 1 know that big losses are occurring 
through this same reason. Find out what your best 
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selling sizes are and have enough sizes. That’s what 


hurts most dealers, not enough sizes.” 


Sources of Information 


“Retailers today have every facility to acquaint 
themselves with what is going on in the way of 
styles. In the first place, we have our Philadelphia 
office of the National Shoe Retailers’ Association, and 
the secretary is more than willing to mail bulletins of 
conditions, etc. This information is free for your 
asking. That is why every live shoe man should be 
a firm member and the little fee he pays can be 
made a hundred times over by saving one dead style. 

“Reading the trade papers is also another very 
good source of information and by following closely 
along these lines and taking a few chances now and 
then, using your own judgment and guided by the 
demand of your trade, picking styles becomes after 
all not such a very difficult problem. 

“In closing, gentlemen, let me say that I consider 
present conditions not at all alarming. Keep your 
head level. Do not plunge, be conservative with 
regard to novelties and you will find doing business 
on a rising market far easier and more profitable. 

“By following this method your finances will be 
secure and safe and when the break in prices comes, 
or a bare movement is pushed upon you, you will not 
have anything to worry about. In other words, be 
an adventurer, do not be afraid to take a chance. 
However, in taking the chance, always keep your 
pocketbook in mind so that you will be able to take 
advantage of discounts when offered and by all means 
cover yourself on staple goods for six months to 
come. [look forward toa very good season. Genius 
is nothing more than hard work and common sense 
applied, and a dash of courage and gamble added 
spells success.” 


Odds and Ends Disposed 
By MORRIS FITZSIMMONS 


“Odds and Ends, and How to Dispose of Them” 
was discussed by Morris Fitzsimons of Fond du Lac. 

The speaker said he had found it advisable to seg- 
regate the short lots and slow movers and concentrate 
on their disposal. 

He marks them down when necessary, but as a 
general rule does not use comparative prices, either 
in advertising or displaying them on tables. He 
uses P.M.’s and other methods to direct the atten- 
tion of the salespeople to odds and ends and slow 
movers. 

When he has an accumulation of odds and ends 
that have been in his store so long that he thinks it is 
hopeless to try further to dispose of them in regular 
way, he unloads to a junk dealer. He believes his 
loss is less than it is to continue selling the shoes at a 
ridiculously low price and probably depriving him- 
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Resolutions by Wisconsin Association 


Important Action by Retail Body in Convention at Oshkosh, 


Against Factory Sales at Retail 


1. WHEREAS, certain shoe manufacturers and 
wholesale leather and rubber manufacturers and 
jobbers are selling shoes to individuals and concerns 
not in the shoe business at wholesale prices, and 
whereas this practice is manifestly unfair to the retail 
merchants on whom said manufacturers and whole- 
salers depend for their existence, 

Therefore, be it resolved by the Wisconsin Retail 
Shoe Dealers’ Association, in convention assembled 
at Oshkosh, Wisconsin, this twentieth day of August, 
1919, that such practice on the part of such manu- 
facturers and wholesalers be condemned and dis- 
continued. 

Against Class Legislation 


2. WHEREAS, Representative Seegal of New 
York has introduced a bill into the national legisla- 
tion requiring that the manufacturers’ cost be stamped 
on shoes. 

Therefore, be it resolved that the Wisconsin Shoe 
Retailers’ Association, in convention assembled at 
Oshkosh, Wisconsin, this twentieth day of August, 
does hereby condemn such legislation as being purely 
class legislation, unfair and unjust. That such legis- 
lation would work an irreparable injury upon every 
part of the shoe industry, including workers in shoe 
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factories, traveling shoe salesmen and salesmen in 
retail stores. That such legislation would not in 
any way work to the good of the general public, 

Resolved, that the Wisconsin Shoe Retailers’ Asso- 
ciation lends its undivided support to the National 
Shoe Retailers’ Association in its endeavors against 
unjust and unfair legislation. 

Resolved, that a copy of this resolution be wired tc 
A. H. Geuting, president, National Shoe Retailers’ 
Association. 


Of Respect to Memory of A. F. Sloane 


3. WHEREAS, God in his divine wisdom has 
called from the earth our beloved and esteemed fellow 
co-worker, A. F. Sloane, field-secretary of National 
Shoe Retailers’ Association, and whereas in the death 
of Mr. Sloane, the National Shoe Retailers’ Associa- 
tion has lost a loyal official, and the Wisconsin Shoe 
Retailers’ Association is deprived of the man re- 
sponsible for this organization, therefore, be it re- 
solved, that we, the members of the Wisconsin Shoe 
Retailers’ Association, in convention assembled at 
Oshkosh, Wisconsin, this twentieth day of August, 
1919, do hereby extend to the bereaved family our 
heartfelt sympathy and condolence. 

Resolved, that a copy of these resolutions be sent 
Mrs. A. F.-Sloane and to the trade press. 








self of a profit which he could make by selling the 
customer a shoe at regular price. 


Rubber Footwear Situation 
By WILLIAM F. GLEUE 


William F. Gleue of Grand Rapids, who besides 
being in the retail shoe business travels for a rubber 
footwear factory, led the discussion on ‘““The Rubber 
Footwear Situation.” 

Mr. Gleue pointed out that the heavy rubber foot- 
wear business was drifting from the down-town city 
stores to the outlying stores and the small town 
merchants. 

This. he believed, was due to the fact that the 
down-town merchant tr'ed to merchandise rubber 
boots on the same margin of profit that they expected 
on novelty footwear; while as a matter of fact, it 
cost considerably less to sell this class of goods and 
in consequence they could be sold at a much closer 
margin of profit. 


The speaker believes that many retail merchants 
are overlooking a source of sure profit to themselves 
and a means toward economy in their communities 
by not putting more stress on the stylish. street 
footwear manufactured by the various rubber com- 
panies. . 
Reducing Complaints 


Harry L. Kisker, Western editor of the Shoe 
Retailer, who was formerly manager of a retail store, 
discussed the topic ‘How to Reduce Complaints.” 


He suggested three remedies for this disease: First, 
shoes must be bought right, examined right, and 
stocked right. 

Second, recommending and selling proper dressing. 

Third, careful examination of the feet and proper 
fitting of foot appliances where such were necessary. 

Ray J. Ripple of Milwaukee and secretary of Wis- 
consin Association, presented the proposition of the 
National Association Fire Insurance plan and urged 

(Continued on page 59) 
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Shoe Dealers’ Association, which is to be held 
at Saginaw, Michigan, on September the 8th, 
9th and 10th, gives increasing promise each day of 
becoming the largest State convention in the 


country. 


[T's 1919 Convention of the Michigan Retail 
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Michigan Retail Shoe Dealers’ Convention 


To Be Held at Saginaw, Michigan, September 8, 9 and 10, and an Attendance 
of 800 Members Is Expected 
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is evidence of the intention of a great number of re- 
tailers to bring their wives and families. 

The convention itself will be so arranged that the 
utmost efficiency will be afforded the activities of each 
and every phase. It is planned that in arranging the 
program that each phase shall not interfere with the 
operation of any other phase. 





Some idea of its magnitude may be obtained from 
the fact that 93 





lines, both man- 
ufacturers and 
jobbers, have 
spoken for space 
and to date 54 
contracts for 
space have been 
closed and the 
money paid. 
The convention 
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nity. From 6 to 7.30 will be alloted to the 
supper period wherein round table talks will be in- 
cluded. During the evening suitable entertainment 
will be afforded the guests. 

One form of amusement provided for is that of the 
style show, which will take place on the evenings of 
September the 8th and 9th and on the afternoon of 
September the 9th. The evening shows of each day 
will be open to the public and will take place in the 
municipal auditorium, which has a seating capacity of 
5,700. 

Style Show for Women Only 


The afternoon show of September the 9th is open 
to the public and likewise restricted to the ladies only. 
At this show nothing but ladies lingerie, corsets and 
underwearing apparel in conjunction with appropriate 
footwear will be exhibited. The committees in charge 
of the-style show desire to state that it is to be some 
style show. Only the highest class of professional 
models will be employed. The entertainment through- 
out the show will be furnished by artists of interna- 
tional reputation, such as grand opera stars and 
dancers. The stage setting the whole arrangements 
will be elaborate to a fault. The decorations at the 
convention headquarters are likewise on an extrava- 
gant basis. The entire down town section of the 
city will have special illuminating features and decora- 
tions. ; 

The men who are back of the convention are: Gen- 
eral chairman, F. W. Adams; general financial chair- 
man, Edward Goeschel; Exhibits, chairman, O. L’ 
Huff; assisted by financial secretary, Fred Nentwig; 
construction and decoration, E. A. McPhail. 

Entertainment, chairman, E. B. Mowers; assisted 
by financial secretary, Arthur Jochen. 

Style Show, chairman, George Bratter; assisted by 
financial secretary, Louis Levinsohn; construction 
and decoration, Earl Pitcher; arrangement and pub- 
licity, George Owens. 

The officers of the local association are Mr. George 
Owens and F. W. Adams, secretary and treasurer. 





WISCONSIN RETAILERS’ CONVENTION 

; (Concluded from page 57) 

each of the members of the association to get in 
communication wth Henry F. Hagemann, Johnson 
Building, Cincinnati, Ohio. Mr. Hagemann is sec- 
retary of the insurance committee of the N. S. R. A. 
He also urged each member to carry a portion of his 
insurance with the National Association Committee 
and thereby save himself at least 25 per cent on his 
insurance cost. 

The city of Milwaukee is putting up a strong fight 
to win the 1921 convention of the National Associ- 
ation. Mr. Cleveland, secretary of the Milwaukee 
Association of Commerce, addressed the convention 


on this subject, and urged upon the State Associa- 
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tion the necessity of its co-operation and help in 
securing that convention for Wisconsin. 

The directors voted to hold the next annual con- 
vention at Madison on Tuesday, Wednesday and 
Thursday of the second week of August, 1920. 

-The following resolution was also adopted: 

Resolved that a rising vote of thanks and appre- 
ciation be extended to the city of Oshkosh for the 
use of the Municipal Club House for convention 
purposes. To the Oshkosh Association of Com- 
merce for their co-operation. To the convention 
officers and committees of the Oshkosh Shoe: Re- 
tailers’ Association for their untiring efforts and suc- 
cessful management in making the convention both 
pleasant and profitable. To the H. C. Roenits Com- 
pany of Oshkosh for the boat ride and entertainment 
provided for the visiting delegates and ladies. 

A letter of sympathy and condolence was sent to 
William F. Schumacher of Madison, who has re- 
cently undergone an operation and is at present in a 
hospital at Rochester, Minnesota. 

Mr. Schumacher is an enthusiastic member of the 
association and was to have appeared on the program. 





Welcome to “American Leather’’ 


A Real Factor in Publicity of American Leathers 
Abroad 


‘“‘American Leather” is the title of a new publica- 
tion which makes its bow to the trade with the August 
issue. Planned as the official foreign trade organ of 
the Tanners’ Council of the U. S. A., and published 
under the direction of the Council’s Sub-Committee 
on Foreign Trade, J. W. Helburn, chairman, it will 
appear regularly in English, French and Spanish, and 
have world-wide circulation. The object of prime 
importance in undertaking this publication is an- 
nounced in the policy of emphasizing the merits of 
American leather in general, its special characteris- 
tics, and the scope and importance of the industry. 

The contents of the initial number and its wealth 
of illustration give promise of continued excellence. 
The editors are Secretary E. A. Brand and John R. 
Arnold, chief of the Foreign Trade Bureau of the 
Tanners’ Council. Copies of “American Leather’ 
may be obtained on request addressed to the Secre- 
tary of the Tanners’ Council, 41 Park Row, New York 
City. 





No Profiteering on the Shoes, Anyway 
A Lynn girl bought a pair of Lynn made patent 


. leather pumps for $4 and a pair of silk stockings for 


$2.69. Her husband, who makes shoes, said he 
guessed if there was any profiteering in that deal it 
was not on the shoes. 
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We Are Coming With Our New 


Fall Line of Samples 


And it is a line we are proud to carry— 
a line you will be proud to buy. 


Enough to say that the character of our 
“White House Shoes” for men has been 
wonderfully improved—our “Maxine 
Shoes” for women are more beautiful 
than ever and the high standard of ex- 
cellence heretofore found in our “Buster 
Brown Shoes” for boys and for girls, and 
“Blue Ribbon Service Shoes” has been 
rigidly maintained, although the selection 
from which to choose has been materially 
increased. 








If in a hurry to see 
samples, write or 
wire for the nearest 


representative. 
aaa ageae 
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White House Shoes for Men Maxine Shoes for Wine 
Buster Brown Shoes for Boys—for Girls Blue Ribbon Service Shoes for Workers 


St. Louis, U.S. A. 
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“The Guide to 
BETTER 
WINDOW 
DISPLAYS” 


UCCESSFUL Ho- 
siery Merchan- 
dising is: 






















To. plan your future 
needs—to look ahead— 
to exercise the power of 
intelligent buying— to 
buy a complete line of 


Gor don 


HOSIERY 


in cotton, lisle, silk-lisle, fibre 
silk, and pure thread Japanese 
silk, for men, women, chil- 
dren and babies. And to fea- 
ture it in your window and 
store advertising, as diligently 
as you do other departments. 














SENT FREE AT YOUR REQUEST 


Shows a complete line of new and original 
Artificial Flowers, Baskets, and Wicker Fix- 
tures in full colors. Contains many photo- 
graphs of prize-winning windows, fundamental 
rules for window trimming, as well as a full 
description of the famous Adler-Jones Service 
that has proven so helpful to thousands of 
merchants. 


A Postal will bring a copy by 
return mail. Send for it today 


The Adler-Jones Co. 
333 South Market St. 
Chicago 









































will give the most wearing value for the price 
and are especially satisfactory for customers 
who insist on the best for their children. Or- 
der a few pairs from stock and watch results. 









Then, and only then will you 
have a department that has 
the hosiery business of your 
town or community. 














Stock 


In 








In Patent, Dull, Tan. Sizes for 
Infants, Children and Misses 


GENUINE GOODYEAR WELTS 
WILLIAMS, HOYT & CO. 


ROCHESTER, N. Y. 


cbrown Durrell 2 


Boston New York 
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“| Give es the Glad Hand 


DI AMOND POINTERS “Oh, I'll see you later.” —That little pet phrase can prove 


unusually disastrous if you let habit get the best of you. 
We Have Most Of course ordinarily you would like to compare and wait 
Everything You to get a full view of conditions. It’s different now. First 

Need off, any delay is a risk. Tonight’s prices may be mighty 
different tomorrow. 


myn } ) 1 NT mr 7 omens 
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. Veal Calf in several 


styles. : 4 
. A number of new French With our old stand-bys we figure there will be a record 


and peinted lasts. of closing early orders. Hundreds of telegrams and 
. Wing-Foot Rubber letters, asking for protection on allotments, make that 


Heels. assumption most certain. 


. Really different whole 
quarter and wing tip : 
patterns. We are ready to include in the travelers’ route lists, a 


Freak] oe ee limited number of new accounts. If you want to get 
y y in on it say you'll be ready when our man calls. Once 
= ——— number of you get to know us you will never have to feel indifferent 
service features in our about placing orders no matter when we get to you. 
samples. 
Stop to think of our record growth; stop to think of our un- 
FOR SPRING usually large line of samples; stop to think of our stock 
PRACTICALLY department, with its tremendous facilities; stop to think 
EVERYTHING of our consistent success in making a quick adjustment to 
IN STOCK TOO new conditions (for instance this season we have developed 
~ a veal calf that takes the place of higher priced calfs 
Get Our Catalog remarkably well); stop to think of our reputation for keeping 
prices on a scale lower than anyone we know of—stop to 
think of the good things some of the largest shoe mer- 


A at ar aa tie 0. chants say of us—and you will wonder what stopped you 
LY CALL IF : from coming to us sooner. 
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COUCH eee i mT QUEUE HU nin 
UNBRANDED AAAITIN , [NION. 
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NEW YORK STOCK DEPT 
196 CHURCH ST. 


CUTE 
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Buyers’ Easy Reference Directory 
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than fifty dis- 
tinct novelties in 
women’s Shoes are fea- 
tured jn our new Fall catalog. 
Your copy for the 











Its superiority is so 
generally recognized 
that our market is be- 
ing constantly widened. 
ne smeng te 
most nating judges 
leather values. Useful wher 
ever kid can be used. 
Expert 














Should have attention earlier than ever 
this year. Our own lines will be shown 
in our new catalog now on the press. 
Drop us a line for a copy. 
L. B. SCHINDLER SHOE CO. 
99 DUANE ST. - NEW YORK, N. Y. 
SNAPPY STYLES ALWAYS IN STOCK 











‘Welt Footwear 
for Women 


WELCH, MOSS & FEEHAN CO. 


HAVERHILL, MASS. 
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IN STOCK 


on the floor ready to ship 
FINEST QUALITY WELTS 


No. 1551—Havana Brown Kid, Straight 
Imitation Tip, 17-8 Leather Louis Heel, 
Goodyear, AA-D Nd 


No. 552-17—Black Kid, Straight Imita- 
tion Tip, Leather Louis Heel, A-C, $6.50 


EIGNER SHOE COMPANY 
173 Summer St., BOSTON 
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HIGH GRADE GOODS 
Quick Sellers 
Good Profit Makers 

Black, $1.50. Colors, $1.60. 5% off 


10 days. Goods shipped day order is 
received. 


WE SN THE BAKER SHOE CO., 
SYNE Zz 280 River St., Haverhill, Mass. 
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The. LATEST | 
Walk-Croft, 


BUTTON BOOT 


Factory: Wormwood Street 


Boston, Mass. 
Bice ation Ree 0° 
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Make Your Show Window 
Pay Your Rent 
Our line of Period 
Display Fixtures 
will help you make 
elfective window 
displays. 
Many sales are 
made on the 
sidewalk. 


New catalog No. 92 


: on request. 
—5 


The Oscar Onken Co. }3,"3 — Cincinnati, 0., U.S. A. 
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_j_ Real “Fe ot-Phle” 
Willjc establish connections 
that ake permenant, pro itable 
.—anck d'const TM Ive\D) business. es 


Z — Mig.Co | 


62-70 Westi4thSt New York. 
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An Innovation © 


IN STOCK 


Only 75 Cases of These Boots 
Order at Once 


in Arch Supports 


CROSS BONDOC UICEOECE ESS 
“ 


Notice that the support 
is BUILT INTO the shoe 


The STEINBRECHER Arch Support is unlike any other support 
on the market because it’s built into the shoe. "it ahoshenaly 
prevents broken arches and tired feet. 


Supply your Ste with STEINBRECHER Arch Supports— 
ent can ys them in any make or model of 
ort time. and without changing the 


Levours Beaver Lace Boot, 9 inch wave top, 
whole quarter, imitation tip, 18/8 leather 
Louis heel, aluminum plate, AA to D, 2 

to 8. $6.75 


Novelty Shoes In Stock First 


4 Saifer Shoe Co. 


NBL Washington Avenue St. Louis, Mo. 
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Milas EET erties 


Whbdedd ibd ditdditivhddihdididtddbhs hsb dsssb seLiLicce Lidell, 


Write for OT ae om both the Ase ® Ppports and 
the S RECHER Arch Supporting S _ 
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The Steinbrecher Manufacturing Co. 
1311 North Clark Street Chicago, Ill. 


LLty 


Vu 














a, 








UY Cddiddulisihiiif, 


Y 





BOOT AND SHOE RECORDER 




















Advertising Creates an 
Stock Keds Impression of Your Store 


FULLY 
by means of the country’s biggest and best 
Be case ve? accepted mediums. 


have ENOUGH Well-dressed, discriminating people are intro- 
duced to the Keds store as the place in their com- 
munity where they can get absolutely the best 
Summer footwear satisfaction they have ever 
known; that Keds are stocked there completely; 
that they will unquestionably get what they ask 
for. Thus does Keds advertising speak for you 
and for your good business name. 


EDS advertising covers the entire country 





It is important that you know and realize this, 
because it means for you your own share of obliga- 
tion — preparation. Preparation now, so that you 
will not have excuses when these new-made friends 
of yours call. . Not excuses, but “the goods ”— 


KEDS. 


Large and Well Assorted Stocks Carried by the Prin- 
cipal Wholesalers and Rubber Stores Everywhere 


United States Rubber Company 


New York 








Aug. 30, 1919 











Aug. 30, 1919 


A, ) J 


Wee 







QOSQUREALACLALHLRACT CORR AARRAE EY 


BOOTS AND SHOES 


Advice Regarding Early Sales— 
Want Quick Deliveries 


Retail shoe dealers are busying them- 
selves more with clearance sales or.open- 
ing Fall trade in leather goods than they 
are in rubbers, and while many of the 
wide-awake ones are writing letters to 
jobbers or manufacturers requesting 
early delivery, fully as many are wait- 
ing until later before giving much atten- 
tion to the rubber footwear question. 
Whether this is policy or not is quite an 
open question. There will always be 
the opportunity to sell rubbers when 
customers are buying school shoes for 
their children, and many dealers have 
adopted the policy of suggesting rubbers 
to fit when school shoes are sold. 

The Summer, now fast waning, has 
been an extraordinary one, with ex- 
tremes of heat and cold, drought and 
heavy. rainfall, and September is fully 
as likely to be wet and cold as the oppo- 
site. In this case it behooves the dealer 
to have his stock of rubbers, especially 
the light ones, on hand and placed con- 
veniently for selling. The factories 
have orders on hand sufficient to keep 
running to capacity for at least two 
months more, by which time the de- 
mand must certainly be active. 


TENNIS LINES 


The New Prices Are Expected to Be 
Higher 


Next Tuesday is the first of Septem- 
ber, on which day the jobbers and many 
of the heavy retail buyers should re- 
ceive the new tennis price lists. Manu- 
facturers are very careful that the entire 
trade receive their lists simultaneously, 
and doubtless lists to reach the far 
points are already in the mails, but the 
manufacturers’ policy is that no one 
shall receive this information in ad- 
vance of his competitors, and we are 
unable to state definitely regarding the 
new prices until next week. There is 
no doubt, bowever, in our minds or in 
the trade generally, but prices will be 
higher, for as has been explained on this 
page previously, practically everything 
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The Rubb er ee 
Market Review of Rubber 
Footwear, Supplies and Prices 
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entering into the manufacture of tennis 
shoes with the single exception of crude 
rubber itself has advanced greatly since 
price lists were issued a year ago. Some 
new lines are promised and improve- 
ments in lasts and methods of manu- 
facture are promised by the various 
manufacturers. 


CRUDE RUBBER 


The Sales Are Neither Large Nor 
Important 

The crude rubber market continues 
to be a buyers’ one, but buyers are far 
from anxious to take sizeable amounts. 
On the contrary they are holding off, 
offering from c to Ic, under sellers’ quo- 
tations, which offers the latter, how- 
ever, are not in a hurry to accept. In 
the meantime, new arrivals of both Bra- 
zilian and plantations add to the stock 


’ on hand, although some of these impor- 


tations are for direct consumption by 
the manufacturers. Meanwhile, stocks 
are piling up, both in South America 
and in the far East, and buyers are argu- 
ing that prices must drop, even below 
present low figures. 

The amount of actual sales is not 
large, individual transactions being for 
the most part small lots needed because 
of emergencies. 

Prices show but minor changes since 
a week ago. Forward quotations very 
strong, especially for all of the year 
1920, first latex pale crepe being held at 
46c and smoke sheet Ic lower. Para 
grades are neglected, but prices held 
well, very little guayule in the market, 
mainly on account of Mexican political 
conditions. We quote spot prices. 
First latex pale crepe... .44 to .44% 


Smoked sheets......... 43 to .43% 
Brown crepe........... .3744 to .38 

Upriver fine para....... 544% 
Islands fine............ AT, 
Upriver coarse......... .32 

Islands coarse.......... .21% 
Caucho ball upper...... .32% 
Caucho ball lower...... none 


Le Reapers ry Soa ae 21% to .22 


Centrals and Mexicans..30 to .334% 
Guayule (20 per cent 
moisture). :..-...... .25 
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SCRAP RUBBER 


Leading Authority Deplores Con- 
ditions 
There is little news can be said re- 
garding the scrap rubber situation 
especially as regards scrap boots and 
shoes. 


The leading article in the Waste 
Trade Journal gives the following re- 
port on the conditions of the market: 


“No interesting developments mani- 
fested themselves in the scrap rubber 
market, and conditions continued vir- 
tually unaltered. The movement of 
stock into consuming channels was 
again confined to insignificant quan- 
tities, as reclaimers maintained that 
their requirements of scrap rubber have 
not as yet increased. The scrap rubber 
trade is hopeful that further strength- 
ening in crude rubber will be the means 
of bringing about an improved condi- 
tion of affairs in scrap rubber. Dealers 
are reported to have paid 7.50c for 
shoes delivered mill, this being on old 
orders. In general they continued to 
display a tendency to hold their accu- 
mulation of shoes for higher levels.” 


_ With the market in this condition, it 
is hardly likely that collectors are anx- 
ious to purchase even at any price. 
This, however, being the season when 
supplies are small no great hardship 
will be felt by the shoe dealers who gen- 
erally consider any amount they may 
receive from scrap uppers as 100 per 
cent profit. ; 


Their Golden Wedding 
The 50th wedding anniversary or 


- golden jubilee celebrated on Aug. 7 by 


Mr. and Mrs. Jacob Imig, Sheboygan, 
Wis., is of unusual interest to the boot 
and shoe trade. Mr. Imig for 32 
years conducted a retail store in that 
city, and his son, Leopold L. Imig, is 
now upholding the family traditions in 
this respect. The senior Mr. Imig re- 
tired several years ago because of ad- 
vancing age and ill health. 
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© She 
em Goodyear Welt 
Nature Shaped Shoes for Children 
IN STOCK STYLES 


The Instant Cleaner 
for White Shoes 


O many customers request a white 

s shoe cleaner that will actually clean 

that OH HOWhite meets with a 
ready and constant sale. 


There is no liquid to spill —it is easily 
packed in handbag when traveling —is 
always clean and available and invariably 
gives satisfactory results. 

Get OH HOWhite on sale at once. 
a great little profit maker. 


In Stock for Immediate 
Deliveries 


many In-Stock 
“Asborn” shoes 


All styles and 
all leathers 


It’s 
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Sample Dozen Sent on Approval 
$8.50 a gross, 5% 10 days 
-75 a dozen, 2% 10 days 


Orders Taken for Next Spring Delivery 
at Same Prices 


Edw. H. Johnson Mfg. Co. 


115 WASHINGTON STREET 


TRENTON, N. J. 
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No, 2009 
Misses’ Tan High Cut, Polish, 
“Wearp' * Linings 


CHIPMAN HARWOOD CO. 
564 Atlantic Ave. 
- MASS. 
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Your market 


is as broad as YOU make 
it. Your sources of sup- 
ply cannot be too numer- 
ous. KNOWING WHERE 
to get shoes is the REAL 
Get 


your name among the 


problem this season. 


“live wires’’—ask for 


Bleecker Bulletin. 


“Use the wires’’ 
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“BLEECKER SHOE CO: 

SHE LIVE WIRE HQSSS—— 
NOVELTIES & STAPLES 


WOMENS MENS BOYS-GIRLS 
148 150 Duane Street 


NEW YORK, NY. 


No effort has 


been spared 


to make the “Essex” a mecca for 
those who desire quiet, comfortable, 
home-like accommodations while on 
business or pleasure bent. This hotel 
has been headquarters for ‘the shoe 
and leather trade for years. Many 
shoe firms are displaying their lines 
here this month. 


Hotel Essex 


ABSOLUTELY FIREPROOF 
$1.50 PER DAY AND UP 


BOSTON 
McCARTHY BROS. 


Proprietors 
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